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Woolworth s I 1965 Annua! Report 


Consolidated Statistics in Brief 

For the year: 

Sales 

Equity in income of F. W. Woolworth 
and Co., Limited, England 

Net income 

Taxes: federal, state and local 

Depreciation and amortization 

Capital expenditures 

At the end of the year: 

Working capital 
Long-term debt 
Shareholders’ equity in net assets 

Number of stores 
Number of Kinney leased departments 
Number of self service stores 
Number of shareholders of record 

Per share:** 

Net income 
Taxes 
Dividends 
Shareholders’ equity 


1965 

1964 

$1,443,322,466 

$1,338,365,954 

$ 37,971,001 

$ 24,524,640 

$ 73,001,321 

$ 57,793,490 

$ 67,098,509 

$ 62,956,897’ 

$ 33,683,678 

$ 32,002,091’ 

$ 42,484,290 

$ 38,107,307 

$ 250,813,843 

$ 235,514,380 

$ 148,738,723 

$ 154,268,886 

$ 627,184,250 

$ 583,293,747 

3,160 

3,129 

30 

3 

2,010 

1,990 

113,138 

98,539 

$ 2.51 

$ 1.99 

$ 2.30 

$ 2.16 

$ 1.00 

$ .97 

$21.54 

$20.04 


* Restated for comparative purposes: See Note D on page 30. 

* All per share amounts reflect the 3-for-l stock split effected in May 1964. 
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To the Shareholders: 

Your Company devotes this Annual Report for the year 
1965 to those employees who constitute the store organiza¬ 
tions and who are ultimately responsible for the success of 
the 3,160 stores and 30 Kinney leased departments operat¬ 
ing in the United States and Puerto Rico, Canada, West 
Germany, Mexico and the 1,119 stores operated by the 
British company. 

Consolidated sales reached a new high, and every one of 
Woolworth’s consolidated operations once again showed 
record sales and earnings. These achievements may be 
attributed to the many thousands of Woolworth’s carefully 
trained people. 

Woolworth’s growth program during the year centered on 
the opening of large new stores and the expansion of exist¬ 
ing stores in proven locations, primarily in regional shop¬ 
ping centers and heavily populated downtown trade areas. 

The accelerating pace of expansion of the Woolco De¬ 
partment Stores Division raised the number of stores to 27 
by the year end—nine were opened in the United States for 
a total of 18, and two were opened in Canada for a total of 
nine. Currently 30 additional Woolco Department Stores 
are either under construction or scheduled for construction 
in 1966. 

Kinney Shoe Corporation, oldest family shoe chain in 
the United States, continued to grow in number of stores 
and leased departments to a total of 632 stores and 30 
leased departments. During 1965, Kinney Shoes of Canada, 
Limited, was organized and before the year ended was 
operating in nine stores. 

Your Company took two significant steps during 1965 
in advancing its international operations under the direc¬ 
tion of Vice-President H. R. Wilson. Woolworth Espanola, 
S.A., opened headquarters in Madrid, Spain, with Thomas 
Hidalgo Gato, President and Managing Director, and 
Manuel Yglesia Gonzalez, Vice-President and Director. 
F. W. Woolworth (Japan) Co., Ltd., was organized as a 
subsidiary of the parent Company with headquarters estab¬ 
lished in Tokyo. Kunio Izumi has been named President 
and Frederick J. Michie, Executive Vice-President and 
Managing Director. 

Consolidated sales of F. W. Woolworth Co. for 1965 
reached a new high of $1,443,322,466 an increase of 






$104,956,512, or 7.84 per cent over the previous year. In 
December, consolidated sales rose to $245,850,414, up 
11.93 per cent, or $26,204,331 in excess of sales for the 
same month in 1964. 

Consolidated net income of $73,001,321 for the year, as 
compared with $57,793,490 for the preceding year, was 
equal to $2.51 per share, an increase of $ .52 per share 
over the $1.99 per share earned in 1964. The Company’s 
equity in income of the British company was favorably 
affected by changes in the British tax law in 1965, which 
resulted in a lower over-all tax rate being applied on cor¬ 
porate earnings for the year 1965. A new withholding tax 
will take effect on dividends paid by the British company 
after April 5, 1966. For further explanation of these 
changes, reference is made to Note B on page 30. 

Dividends for the year amounted to $29,110,818, at the 
annual rate of $1.00 per share, marking the 54th consecu¬ 
tive year that dividends have been paid since the Company 
became publicly owned in 1912. The number of share¬ 
holders has been increasing and reached a new high of 
113,138 as of December 31, 1965. 

Your Company continues in a sound financial condition 
with current assets at the end of the year of $373,302,680, 
and current liabilities of $122,488,837. A summary of the 
changes in working capital is shown on page 25. 

Expenditures for property additions in 1965 amounted 
to $42,484,290, compared with $38,107,307 in the previ¬ 
ous year. Net property additions amounted to $41,558,232, 
an increase of $5,613,779. These figures reflect the Com¬ 
pany’s program of opening larger stores and of concentrat¬ 
ing efforts toward upgrading stores in selected areas, not 
only in the United States and Puerto Rico, but in other 
countries as well. 

The total of 3,160 stores and 30 Kinney leased depart¬ 
ments operated by F. W. Woolworth Co. and its subsidi¬ 
aries as of December 31, 1965 were as follows: 2,095 
Woolworth’s in the United States and Puerto Rico, 278 in 
Canada, 118 in West Germany and West Berlin, and 10 in 
Mexico; 27 Woolco Department Stores in the United States 
and Canada; and 632 Kinney shoe stores and 30 leased 
departments in the United States and Canada. F. W. Wool- 
worth and Co., Limited, England, added nine new stores 
during the year for a total of 1,119. 


Conversion of 27 stores to Worth Marts during 1965 is 
still in the experimental stage and the performance of these 
stores will be further evaluated after they have completed a 
full year of operation. 

In the interests of greater economy and efficiency, the 
responsibilities and personnel of the Mountain States Re¬ 
gional office were consolidated with other Regions as of 
December 31, 1965. 

The grooming of future executives, managers and trained 
members of store teams to better serve the public has been 
the keystone of Woolworth’s leadership in the vast field of 
merchandising over the years. Your Company’s personnel 
programs are constantly being improved through the utili¬ 
zation of the most modern methods of recruiting and train¬ 
ing of Woolworth’s thousands of employees throughout the 
Company and its subsidiaries. To young men and women 
of ability and initiative Woolworth’s provides a classic ex¬ 
ample of career opportunity in the free enterprise system. 

Your Management wishes to take this opportunity to 
thank its many thousands of employees as well as its sup¬ 
pliers throughout the world for their loyal cooperation dur¬ 
ing the year just ended. 

For the year ahead, more large stores will be opened and 
your Company, at home and abroad, has charted its course 
as an expanding merchandising organization with con¬ 
fidence and optimism. 

On behalf of the Board of Directors, 

Respectfully submitted. 

Chairman of the Board 



President 


February 14, 1966 
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Woolworth's 1965 


Management and Store Organizations 




for Dominance 


Management and more than 100 members of the 
Store Organization in South Hills Village Shopping 
Center , Pittsburgh , Pa. The largest Woolworth’s 
opened in 1965 , has an adjoining Harvest House 
cafeteria and an in-store Village Grill. This all-weather, 
two-level shopping center is hailed by developers 
as one of the largest between New York and Chicago. 
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Dallas, Texas, North Park Shopping Center 

Two years of Woolworth's specialized training, preceded by 
courses in Distributive Education and two years at college, qualify 
this sportswear and fashions salesgirl to counsel her customer in 
the choice of coordinate ensembles. 


Lima, Ohio, Lima Mall Shopping Center 

Head of the Men's and Boys' Wearing Apparel 
Department, a long time resident of the city, brings 
experience, knowledge of local tastes and Woolworth 
training to a growing men's wear clientele. 



In the ever-changing world that is Woolworth’s, this is the 
era of the Store Team. These are the days of larger, domi¬ 
nant stores carrying extensive upgraded lines for entire 
families, stores managed by trained teams of merchandisers 
with sales staffs who are taught the fine points of superior 
service. 

The obvious focal point of interest to shareholders, bank¬ 
ers, developers, suppliers and, indeed, customers is on big 
new stores in glamorous shopping centers or in revitalized 
downtown business centers where fashion lines, household 
needs, restaurants and vast arrays of modern merchandise 
confirm your Company’s continuing leadership in its field. 

Each new or enlarged dominant store is properly intro¬ 
duced to the community, and then strongly supported by 
advertising in newspapers and other media. Business and 
civic leaders have been told about the consumer needs it 
will fulfill, while the new positions it creates put local people 
on the payroll. 

Yet, it is the competence of the Store Team that de¬ 
termines the measure of each store’s success. And Wool¬ 
worth’s commanding position in areas of its choice became 
possible because, more than a decade ago, your Company 
initiated basic programs (1) for training and developing 
young people to assume managerial responsibilities, and (2) 
for training sales personnel to provide the kind of service 
that customers expect in today’s modem stores. 

Personnel Programs Are Company-Wide 

The vitality of the Company’s personnel programs is nour- 
6 ished by careful recruitment, endless training and re-train¬ 


ing, merit promotions and opportunity. Fundamental 
policies are company-wide, and international, in their ap¬ 
plication. Nevertheless, the autonomy of divisions and sub¬ 
sidiaries prevails. 

Woolco Department Stores Division, by almost doubling 
its size during 1965, doubled its requirements for Manage¬ 
ment Trainees qualified to join Store Management Teams. 
Kinney Shoe Corporation’s continuing expansion similarly 
made demands upon their personnel training and develop¬ 
ment programs that have kept abreast of their needs as the 
largest family shoe chain in the United States operating 
under one name. 

Canadian Woolworth’s successful development of more 
and more upgraded lines; the introduction of new products 
and departments in West Germany; the ladies’ fashions 
expansion of Mexican Woolworth’s stores—all have been 
measurably aided by the availability of trained people who 
are competent to assume greater responsibilities. 

Although the size of stores is as varied as the communi¬ 
ties they serve, the importance of the Manager has never 
varied since the Company was founded 86 years ago. To- 
day, opportunities for advancement up each rung of the 
ladder are greater than ever as a result of Woolworth’s 
concentration on opening large stores in prime locations. 

The Dominant Store Program 

The Company’s dominant store program, steadily on the 
move, today encompasses (1) an understanding based on 
consumer research of the people it will serve as it moves 
into a community; (2) a site and premises scientifically 




























selected for its appeal to an existing, measurable mass 
market; (3) traditional and upgraded lines of merchandise 
in vast quantity, chosen precisely to fulfill the needs and 
tastes of the customers. 

Your Company makes extensive use of consumer research 
to determine just where a store can serve the greatest needs 
of the greatest number. As population shifts occur, accom¬ 
panied by economic changes, this new instrument reveals 
the consumer characteristics of a community. It measures 
trends in spending patterns, shopping habits, age groups 
and even the degree of consumers’ sophistication in their 
buying. Data of this nature directly affects the assignment 
of a store management team and sales staff. 

Scientific site selection, long one of Woolworth’s un¬ 
questioned assets, results from a strict adherence to pro¬ 
cedures based on facts obtained from exhaustive marketing 
studies. Little remains undisclosed about any area, whether 
it be a new one, or in a locality where the Company is 
already represented. Final decision will be made in line 
with the current expansion program of larger stores that 
can fulfill the consumer needs of growth areas. 

Once again Woolworth’s widened the margin of its leader¬ 
ship in the variety field. And once again, the escalating 
popularity of upgraded lines and expanded assortments 
made important contributions to the year’s record-breaking 
sales and earnings. The Company continued to broaden the 
base of consumer acceptance and confidence in its reputa¬ 
tion for best quality at fair prices from variety items up¬ 
ward to style goods, soft goods, housewares, men’s wear 
and merchandise for the whole-family trade. The new 
“image” acquired even greater dimensions through well- 
planned advertising. 


Decatur, Georgia, North DeKalb Shopping Center 

(left) The Resident Personnel Supervisor, shown 
here conferring with salesgirl in the Pet Department, 
is always available to all employees and conducts 
year-round training courses. 

(below) This saleslady, with 13 years of Woolworth 
experience, not only inspires customer confidence in the 
upgraded lines she handles, but also acts as a “ sponsor” 
of newer members of the store organization, under 
the Personnel Supervisor. 
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Baltimore, Maryland, Perring Plaza Shopping Center 

The Manager (center), Associate Manager and three Assistant Managers—all 
Woolworth-trained—comprise the Management Team of this new store in a high 
traffic, suburban shopping center. Assignment of duties by the Manager brings personal 
supervision to all employees, and rotation of responsibilities enables Trainees 
to qualify for promotion. 



Sault Ste. Marie, Michigan, Dominant Downtown Store 

This Department Head and “ sponsor” of new employees is also in 
demand as a saleslady for the experience and knowledge she possesses 
in draperies, window accessories and rugs—featured lines in her 
hometown’s newly enlarged, relocated, downtown Woolworth’s. 
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Expansion in 1965 

By summarizing your Company’s expansion and moderniza¬ 
tion accomplishments during 1965, both the ever-present 
need for trained personnel and the widening horizons of 
their opportunities become apparent. As the year ended, 
Woolworth’s had opened 30 stores in the United States and 
Puerto Rico, 12 were enlarged in same locations, 8 were 
enlarged in new locations, 45 were refurbished and/or con¬ 
verted to self service. Although 41 old stores were closed, 
a total of 2,095 stores were operating in the United States 
and Puerto Rico as of December 31, 1965. 

The steady advancement of the dominant store program 
took Woolworth’s into equally dominant regional shopping 
centers, heavily concentrated downtown trade areas, and 
thriving smaller communities. In each instance, store teams 
met specifications which had been ascertained through con¬ 
sumer research and market analysis. The photographs pre¬ 
sented herein have been chosen from representative new 
locations to illustrate how the members of the store organi¬ 
zation strive to achieve superior customer service. 



Bedford, Indiana 

A customer is being given expert assistance in the choice 
of the right guitar from a wide selection in Woolworth’s 
large new store in downtown Bedford. The salesgirl is both 
an accomplished instrumentalist and performer in local 
and state musical productions. She typifies the Company’s 
recruitment and training of personnel with specialized 
backgrounds for such upgraded departments as 
music and records. 


A Dominant Store Management Team 

At Perring Plaza Shopping Center, in suburban Baltimore, 
the new Woolworth’s is second in size only to a full-scale 
department store. The Manager is in every sense a product 
of the Woolworth Management Training Program. Starting 
on the first rung of the promotional ladder, he moved up¬ 
ward through a number of stores over a four and one-half 
year period to become a Manager. The next seven years saw 
him progress through the management of increasingly 
larger stores in the Pennsylvania-Maryland area, thus ac¬ 
quiring greater familiarity with the requirements of the 
customers who would patronize this large high-traffic store. 

The Associate Manager, who also managed smaller stores, 
brought supporting experience on the one hand, and, on the 
other, is now gaining invaluable training in dominant store 
administration which should further his progress toward 
assuming greater responsibilities. 

The Perring Plaza Store Team includes three young 
Assistants who are bright prospects in the Management 
Trainee Program. Each step in their rotation through de¬ 
partments aims at preparing them to become Managers. 

Also reporting to the Store Manager, as an integral member 
of the Store Team, is the Food Manager who heads the 
restaurant. 

Broadening the Base of Trainee Recruitment 

To assure a steady flow of qualified Management Trainees, 
the Personnel Department long has utilized modern methods 
of measuring performance and projecting the needs of both 
Woolworth’s and the Woolco Department Stores Division. 

At 1965 year-end, more than 2,700 future executives were 
in training, and by 1970, it is expected that some 3,300 
talented young men and women will be enrolled in executive 
training programs throughout the F. W. Woolworth Co., its 
divisions and its subsidiaries. Woolworth recruiting teams 
visited 267 community and liberal arts colleges in 1965 in 
search of promising people. While college recruitment grows 
in importance, High School Distributive Education, in which 
Woolworth’s is an active participant nation-wide, continues 
to be a productive source of highly desirable Trainees. To 
young men and women of ability and initiative, regardless 
of where they are found, Woolworth’s represents a classic 
example of providing a climate of opportunity in the free 
enterprise system. 

Modern Stores Attract Key Sales Personnel 

Similarly, Woolworth’s current store program provides loca¬ 
tions, premises, merchandise, management and working 
conditions that appeal strongly to sales personnel with broad 
general or specialized experience in upgraded departments. 
These are men and women whose roots are deep in their 
communities, whose interests are directed toward income 
with security, rather than reward promotions that might 
lead them away from home. They reflect the tastes, habits 
and personality of the consumers they will serve, and may 9 




























New York, New York 

Traveling Personnel Supervisors are being instructed by the Personnel 
Director at Regional headquarters on the latest procedures for 
staffing store departments. In similar manner, they receive intensive 
instruction in all new Woolworth personnel training aids and 
selling programs. 



Bedford, Indiana 

Employees with special skills and 
training are assigned by the Manager 
to expedite and coordinate the extensive 
advertising programs of stores as 
large, and strategically located, as 
Woolworth’s in the heart of downtown 
Bedford. 


become “sponsors” for less experienced sales persons who 
staff the store. They are the key personnel upon whom the 
Store Management Team can depend to give broader base 
and meaning to all training programs. 

Resident and Traveling Personnel Supervisors 

Finding key personnel, as well as new sales people in suffi¬ 
cient numbers, is the duty of the Resident Personnel Super¬ 
visor, working directly with the Manager. As in the case 
of the Manager and his Assistants, they may have been 
promoted by transfer, or may rise from within the ranks. 

Traveling Personnel Supervisors provide guidance and 
counselling. They have intimate knowledge of the require¬ 
ments of each store within their jurisdiction. They make 
sure that all training materials are available and used in 
proper sequence. Except for briefing sessions in the Re¬ 
gional Office, their full time is devoted to obtaining the 
highest effectiveness from all training programs. 

Each new store has access to ample advertising resources 
to expedite local staff recruitment through virtually all 
existing communications media. 

Self Service 

While upgraded lines, wider assortments and expansion into 
general merchandise in larger stores marks the direction of 
your Company’s expansion, self service continues to be the 
hub around which the largest variety chain in the world 


revolves. Trained personnel throughout a store, together 
with more items and better assortments at counters, add 
much to the satisfaction of customers who serve themselves 
as well as those who appreciate assistance. As of December 
31, 1965, Woolworth’s was operating 1,746 stores in the 
United States and Puerto Rico under the self service 
program. 

Expanding Food Operations 

All new Woolworth stores are designed fully to capitalize 
upon the Company’s rank as the world’s largest purveyor 
of food prepared and served on the premises. Under the 
dominant store program, capacity of luncheonettes and 
other types of restaurants constructed in 1965 range from 
70 to 250 seats, entirely apart from snack bars. This com¬ 
pares with the average of 30 to 100 seats which was suitable 
before current expansion goals were set. 

Today, food service comprises one of the most wide¬ 
spread and productive activities in which Woolworth’s is 
engaged. Traveling Food Supervisors direct Training Pro¬ 
grams supplementing those conducted in each store by 
the Manager and Personnel Supervisor. Employees for the 
food department in each new store are recruited within 
the pattern of the over-all staffing effort. In the South Hills 
Village Shopping Center, Pittsburgh, the Food Department 
Manager is in full command of the 190-seat Harvest House, 
the 133-seat Village Grill and the snack bars, with a quali¬ 
fied experienced Assistant in charge of each separate opera- 













Pittsburgh, Pennsylvania, South Hills Village Shopping Center 

Woolworth’s Harvest House Cafeteria and the Village Grill are the principal food facilities 
on the entire lower level of this two-story, air-conditioned mall. 



The Food Department Manager, at left, conferring 
in the Harvest House with the Assistant Manager in 
charge of the cafeteria, and the Assistant Manager 
who operates the adjoining Village Grill. 


tion. In addition, each unit has a Trainee, giving greater 
depth to the managerial staff. 

Here, the Harvest House has a separate entrance from 
the mall, enabling it to maintain seven-day service. The 
Village Grill is accessible both from the mall and the store. 
The combined Harvest House, Village Grill and store pro¬ 
vide Woolworth’s with a highly impressive facade along the 
mall. A similar installation opened recently in Summit Mall 
Shopping Center, Akron, Ohio. 

In 1965, the Food Department added 36 units and im¬ 
proved 24, for a year-end total of 60, including one kiosk 
snack bar in a shopping center mall, two in-store cafeterias, 
eight Harvest House restaurants for a grand total at year 
end of 1,764 food operations in the United States and 
Puerto Rico. 



Distribution Facilities 

Woolworth’s maintains modern warehouses and distribution 
facilities in New York, Chicago and San Francisco in the 
United States, and in Toronto, Canada. During 1965, the 
Chicago and San Francisco warehouses were enlarged and 
distribution facilities improved. 

Your Company’s objective is to develop sufficient capacity 
to handle all merchandise that is more profitably moved 
through distribution centers than through other means. 
Management Teams at warehouses are drawn from Wool¬ 
worth’s training and development programs with experi¬ 
enced, skilled specialists recruited locally. 














Chicago, Illinois, Warehouse 

New construction in 1965 added 25 per cent to the capacity of Woolworth’s Chicago warehouse . 


Advertising 

Advertising provides every Woolworth store with its largest 
showcase and is geared to the specific support of new and 
enlarged stores in heavily populated trading areas. Ad¬ 
vertising plays a vital role in introducing a store to a new 
community. It causes the public to be aware of the upgraded 
lines, wider assortments and new merchandise that form 
the foundation of Woolworth’s new “image.” Advertising 
for large key stores is designed to directly benefit smaller 
stores in the surrounding territory. No market area is left 
untouched. 

A steady flow of professionally prepared material origi¬ 
nates in the headquarters Advertising Department and is 
channeled to the store manager through the Regional Office. 
Among all Woolworth programs, none surpasses the sales 
and advertising communications network in the rapid effi¬ 
ciency of providing full information on all phases of sales 
promotion. 

Woolworth’s vast advertising network reaches every Store 
Manager. In the larger stores a Woolworth-trained em¬ 
ployee, usually a female key member of the Store Team, 
coordinates the advertising effort to: (1) assure placement 
in newspapers and other local media; (2) make sure that 
sufficient inventory of advertised merchandise is on hand; 

(3) see that window and in-store displays are in place; and 

(4) inform all members of the Store Team and sales staff 
as to when and where advertising is scheduled to appear. 

Public Relations at Home and Abroad 

The opening of large stores in regional shopping centers, 
the establishment of dominant stores in cooperation with 
the urban renewal projects of many cities, and the constant 
modernization of stores of all sizes not only give substance 
to Woolworth’s new “image,” but add stature to Managers’ 
participation in local affairs. 

Two examples of outstanding service have been drawn 
from extremely contrasting circumstances that arose last 
year. 

H. E. Putnam, Woolworth Manager, Sterling, Colo., was 
serving as County Chairman of the Red Cross when the 
“City of Denver” train was derailed. Afterward, Mr. Put- 
12 nam received a letter in glowing terms from the National 


Chairman of the American Red Cross and he was highly 
commended by the Chairman of the Executive Committee 
of the Union Pacific Railroad for “disciplined, orderly and 
warm-hearted helpfulness” in this emergency. 

Recognition earned over many years came to Leonard 
N. Ekstrand, Woolworth Manager, Rochester, Minn., when 
he was awarded the Distinguished Service Medal of the 
Minnesota Retail Federation. His citation read in part: 

“The 37-year record of Leonard N. Ekstrand in Roches¬ 
ter has brought honor to the man, his company, the retail 



Chicago, Illinois 
Ford City Shopping Center 

Opening day crowds, estimated 
at 75,000, swarmed Woolworth’s 
at Ford City Shopping Center. 
Woolworth’s Management 
and Store Organization Training 
Programs have developed 
personnel to provide the kind 
of service expected by the 
thousands of shoppers who are 
attracted to this new Center 
on Chicago’s South Side. 







industry and his community. Few have done more to build 
Rochester into one of the nation’s finest cities.” 

One of Rochester’s best known, most active citizens, Mr. 
Ekstrand twice had been chairman of The Community 
Chest (United Fund), and past president of The Chamber 
of Commerce, and Industrial Opportunities, Inc. He was a 
booster of the development of downtown Rochester and 
served as president of the Central Area Improvement 
Association. 

At national level, Woolworth’s continued its support of 
such youth organizations as the 4-H Club Foundation, Na¬ 
tional Merit Scholarship Foundation, United Negro College 
Fund, Boy Scouts of America, and Junior Achievement. 

On the international front, Woolworth’s took part in a 
program arranged by the U.S. Department of State, Agency 
for International Development, by inviting a 12-member 
Republic of Korea team of leading industrialists to a discus¬ 
sion with Woolworth’s Import Buyers. Cooperation also 
was extended again to the annual German-American Volks- 
fest to help bring about better understanding among the 
American Berlin community and its neighbors. 


As one of the country’s foremost merchandising organiza¬ 
tions, your Company attracts the continuing attention of a 
larger number of newspapers, magazines and other com¬ 
munications media. Conferences with representatives of the 
business press and the financial community are conducted 
the year around. 


Woolworth’s always has regarded people as its greatest 
asset—employees and customers alike. With the 1965 record 
demonstrating that enlightened Managers guiding Store 
Teams of trained personnel are capable of serving the 
greater needs of a growing population, your Company has 
charted its course of expansion toward predominance in the 
fields of both goods and services. More spacious stores are 
in prospect for cities and towns where they are needed. The 
inventories of smaller stores will reflect the characteristics 
of their neighborhoods. 

Woolworth’s continues its growth both at home and 
abroad. 
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Woolco Department Stores... 

a new fashion in 
modern retailing 



With the opening of nine new stores in the United States and 
two in Canada, the Woolco Department Stores Division 
expanded according to plan during 1965. These full-line 
department stores brought a new fashion in modern retailing 
to market areas as diverse as Las Vegas, Nev., Shreveport, 
La., Sioux City, la., Columbus, Miss., Wisconsin Rapids, 
Wis., Louisville, Ky., Saulte Ste. Marie, Ont., and Regina, 
Sask. In Columbus, Ohio, where the first store was estab¬ 
lished in 1962, the third opening, with a fourth soon due, 
will serve trading areas on all sides of the city. Second stores 
were opened in Denver, Colo., and Memphis, Tenn. A 
total of 27 Woolco Stores are now operating—18 in the 
United States, nine in Canada. 

At the present time thirty additional Woolco Department 
Stores are either under construction or scheduled for con¬ 
struction in 1966. Appropriations have been approved for 
25 stores in 1967, while negotiations under our experienced 
Woolco Real Estate Organization are continuing on addi¬ 
tional locations for 1967 and 1968. 

Woolco Department Stores exert a powerful impact on 
each marketing area they enter. In most instances, Woolco 
is the largest store in a shopping center chosen because of 
its predominance as a retail trade complex. All stores are 
producing at a rate commensurate with, or better than, 
projections. The magnitude of investment, the complete 
credit facilities, the generation of high volume of consumer 
traffic, the number of other merchants thus attracted, to¬ 
gether with Woolworth’s accepted stability and reputation 
for fair dealing make a Woolco Department Store much 
sought after as a community asset. 

Planning for a new Woolco Department Store is far- 
reaching. After site selection has been determined by ex¬ 
haustive studies, the Division’s top executives schedule 
meetings with each community’s business and civic leaders. 
They are explicit as to why Woolco Department Stores 
decided upon the town, location, store size, and the extent 
of employment opportunities. The General Manager and 
key members of the Store Team are introduced in advance 
to the people who will be their colleagues and customers. 

Advertising commitments are arranged, usually on a 
scale commensurate with other large local advertisers in 
newspapers, including special sections for merchandise pro¬ 
motions throughout the year. Radio and television time are 
also used extensively, according to the nature of the market. 


Typically, Woolco Department Stores provide Store Man¬ 
agement Teams of highest calibre who supervise Divisions 
of related merchandise, placed for shopping convenience, 
as well as multiple Departments of goods and services. Some 
of the major Departments include: wearing apparel for the 
entire family; hardware and household accessories; home 
appliances and all major appliances including nationally 
advertised brands of TV (color), radios, refrigerators and 
freezers; draperies; floor covering; bedding; jewelry; lug¬ 
gage; cameras; phonograph records; sewing machines; 
books; stationery; toys; sporting goods; pets and pet sup¬ 
plies; smoke shop; candy; Red Grill Restaurant with a 
seating capacity of 110; and Automotive Service Center 
handling tires, batteries and having complete service 
facilities. 

Citing Louisville, Ky., (see photo) as an example, the 
Store Team of the city’s largest retail store on one floor is 
headed by a General Manager who transferred to the Di¬ 
vision at its origin, after a successful career managing Wool- 
worth stores in other southern states, followed by intensive 










Woolco Department Store, 
with latest designed fagade, will 
open soon in East Brunswick, 
N. J. The Mid State Mall 
Shopping Center where this 
store is located is bounded by 
thoroughfares which have 
ample access to vast 
parking facilities. 



The Woolco Department Store 
General Manager in Richmond, Va., 
confers with the Manager of the 
Fashionwear Department as the 
day's business begins. 

The General Manager of this 
Azalea Mall Shopping Center store 
was appointed after years of 
experience in department store 
administration, and indoctrination 
in Woolco Department Store 
policies. Wide aisles contribute 
to customer convenience. 



This 31-man Store Team operates 
the Woolco Department Store — the 
largest single-floor retail establishment 
in Louisville, Ky. The General Manager 
(center) is surrounded by the Assistant 
General Manager, Division Managers, 
Major Department Managers, Advertising 
Manager, Credit Manager and 
Management Trainees. 
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training in department store management under Woolco 
policies. Sharing responsibilities for operation of the huge 
115,000-square foot premises is an Assistant General Man¬ 
ager with similar background. Among his chief duties is 
coordination of the store’s advertising program. Division 
Managers, and Major Department Managers, along with 
the necessary number of Trainees, are quickly available at 
all times to answer the calls of customers and employees 
alike. Academic and practical training activities prepare 
them for promotions up the management ladder as they 
meet Woolco’s demanding standards for merchandising and 
customer service. 

Woolco Department Stores Division has been able to 
meet its management and sales staff needs by drawing upon 
the manpower reservoir created by Woolworth’s vast Per¬ 
sonnel Training Programs, and by attracting experienced 
talent from specialized retail fields. For each individual, 
extensive Woolco indoctrination is provided in-store, with 
adequate assistance from Traveling Executives and Per¬ 
sonnel Supervisors within this Division’s organization. 



Salesgirl and Division Manager check inventory 
and displays in the drapery and window accessories 
department, part of which is shown here. “Seal of Quality” 
is featured throughout Woolco Department Stores. 






"Seal of Quality' 


The Credit Manager is in charge of complete 
credit facilities including 30-day accounts, revolving 
accounts, installment payment accounts and 
lay-aways which are available for the convenience 
of all Woolco Department Store customers. 


The Assistant General Manager (left) and 
the Advertising Manager plan each Woolco 
Department Store’s extensive advertising 
programs—always among the largest in local 
newspapers. Radio and television media 
are also frequently used. 



Division Manager and Assistant in the 
lamp and shade department maintain full 
assortments for shoppers’ comparison 
and selection. 
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Shown are six of Woolco’s major 
departments with their experienced, 
thoroughly trained Managers. 




Camera and accessory departments offering all types 
of cameras and equipment, projectors and telescopes 
with knowledgeable sales personnel occupy prominent 
locations in all Woolco Department Stores. 



Shoe departments in Woolco Department Stores serve 
the entire family, from shoes for tots to fashion footwear 
for women, heavy duty to dress shoes for men, and 
full lines of related merchandise. 
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Kinney Shoe Corporation in the United States 

... and now in Canada 


Kinney Shoe Corporation, oldest family shoe chain in the 
United States and the largest operating under one name, 
advanced to its highest plateau in sales and earnings during 
1965. In addition to opening 46 new stores, relocating two 
and remodeling two, this wholly owned subsidiary moved 
strongly forward into the mass merchandising department 
store field by establishing 18 leased departments. After 
closing 21 stores, for a net gain of 43, a total of 653 stores 
and leased departments were in operation as of December 
31, 1965. Additionally, KINNEY SHOES OF CANADA, 
LIMITED was organized and is now operating in nine 
stores. Consumer acceptance of the Kinney retail concept 
in this new market has been outstanding. 

Six modern plants comprise the Company’s manufactur¬ 
ing facilities, with one under construction into which the 
manufacturing head offices will be transferred early in 1966. 
The millions of pairs of shoes produced annually move to 
market through one of the largest, conveyorized, single¬ 
story distribution centers in the United States. 

Kinney advertises name brands in mass-circulation maga¬ 
zines, metropolitan newspaper Sunday supplements and 
local news media, with which store displays are closely 
coordinated. 

To assure adequate manpower for every phase of its 
operations, Kinney has long conducted Personnel Training 
Programs designed to build strength in depth. Manager- 
Instructors in scores of designated stores follow a formal 
curriculum of instruction, including the art of merchandise 
display, for men who have advanced through on-the-job 
training ranks and have been adjudged management calibre. 
Every new manager must have completed this course before 
he assumes charge of a store. 

A minimum of 40 young managers are chosen each year 
to participate in the Kinney Executive Development Pro¬ 
gram. In addition to sales training, they learn shoe con¬ 
struction, materials, quality and style. Kinney Managers are 
backed by Assistants being prepared to assume command. 
Promotion from within is a basic company policy, and 
Kinney’s aggressive program of expansion offers accelerated 
opportunities that are attractive to intelligent, ambitious 
recruits. Results achieved by the Personnel Training and 
Development Programs reflect once more the enlightened 
executive leadership of Kinney Shoe Corporation and assure 
its capacity for continuing growth in the United States and 
18 Canada. 


“Double Fit” practice of checking shoes for children of all 
ages has earned a reputation for service comparable to Kinney's 
high quality image. Here, the salesman has called the Manager 
to confirm his judgment. 




Salesmen in Kinney stores are adept at matching shoes with 
handbags and other accessories to enhance customers shopping 
pleasure. Enlarged color advertisement appearing in national 
fashion magazines forms centerpiece of “Flings” display. 










Store Manager supervises work of an Assistant 
Manager being trained to create a display in 
coordination with national advertising 
campaign for Kinney's top line of dress 
shoes for men—'Stuart Holmes” 


One of the scores of Manager-Instructors uses his 
store as a classroom in the planned, formal program 
conducted for trainees. Here he is showing a 
training film specifically designed for Kinney retail 
sales personnel. 


Vital positions in all key areas throughout Kinney's 
manufacturing and warehousing divisions are safeguarded 
by constant training. Shown is a factory cutting-room 
where an executive instructs a Trainee on maintaining a 
steady flow of quality-controlled parts of shoes from 
the skilled operators of die-cutting machines. 
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Foreign Subsidiaries 


F.W. Woolworth Co., Limited, Canada 

Upgrading of stores, merchandise and customer service 
throughout the Dominion was the primary concern of the 
Canadian Company during 1965. Two new stores were 
opened and one was closed, so that at the end of the year 
there were 278 Woolworth’s stores in Canada. One new 
store, in Moncton, N.B. is the pride of the community. 
The other opening brought new shopping facilities into 
Labrador, Newfoundland. 

In the new Moncton store are combined the best elements 
that enable Woolworth’s to render superior customer service. 
The Manager has had varied merchandising education as 
he worked upward through a series of managerial moves 
covering a decade. At the head of the men’s and boys’ wear 
department is a specialist in this field, who has opened 
successful departments for other Woolworth’s. The buyer 


and general merchandiser of ladies’ wear, with eight years 
of department store experience, is both competent in the 
selling of upgraded lines, and well versed in style trends, 
especially for teenage and young adult customers. 

During the year immediately ahead, the Canadian Com¬ 
pany anticipates enlarging nine stores, one of which will be 
enlarged to five times its former size, and refurbishing two 
stores. Growth is expected in all lines as the Canadian 
economy continues to forge ahead toward new records. 

New Woolco Department Stores were opened during the 
year in Sault Ste. Marie, Ont., and Regina, Sask., for a 
total of nine Canadian units. Nine are now under con¬ 
struction, nine additional projects already have been ap¬ 
proved, with site search and market analysis of prospective 
new locations proceeding steadily. 



Upgraded lines of ladies’ house coats are displayed 
in the Red Carpet area of Woolworth’s dominant new store 
in Moncton, N.B., along with ladies’ sportswear 
and outerwear. Customer service is supervised 
by an experienced buyer-merchandiser. 
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Every-day baby needs and gift lines are offered in the 
Moncton store’s Boutique Shop, where the head of 
the department’s five years of Woolworth training and 
experience creates customer confidence in her knowledge 
of children’s wear. 






F.W. Woolworth Co., G.m.b.H., Germany 

The appearance of new lines—products made in West 
Germany which have won a world-wide reputation for 
quality—marked the further progress of the German Com¬ 
pany during 1965. Specially designed centers in key stores 
were created for displays of cameras, tape recorders, radios 
and transistor radios, electrical kitchen tools and appli¬ 
ances. Literature, carpeting and room-size rugs also added 
to the lengthening list of upgraded lines that are in steady 
demand. 

Five new stores, two with lunch counters, were opened. 
Five stores were enlarged and two stores were refurbished. 
At the end of the year, the German Company was operating 
118 units, including one cafeteria, of which 44 stores were 


self service. The German Company’s program of expansion 
into new and enlarged stores continues. 

New lines led to the employment of experienced person¬ 
nel, who were immediately enrolled in Woolworth’s inten¬ 
sive training programs, which follow basically the pattern 
of the parent Company. Store Management Teams consist 
of a Manager, Assistant and Trainees. Management Trainees 
are recruited and assigned by the head office. Other em¬ 
ployees are obtained locally. 

The high rate of employment, and the thriving economy 
of the Federal Republic of West Germany, give promise 
for the German Woolworth Company’s continuing progress 
in the immediate future. 


Radios, tape recorders and electrical appliances are 
offered to German customers by specially trained 
personnel. 



Striking sign marks the camera center in new West 
German Woolworth’s, where the Manager instructs his 
Assistants in displaying and selling products of 
German manufacture which are world-famous. 
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New lines of soft goods made in 
Mexico, including internationally 
known brands of ladies’ apparel, are 
displayed on the most modern 
fixtures in this Mexico City store. 


F.W. Woolworth Co.. S.A. de C.V., Mexico 

With the steady improvement of Mexico’s economy and 
the rapidly increasing population, the Company moved 
strongly to meet the demand for expanded lines of upgraded 
merchandise, especially in textiles and nationally advertised 
apparel. The same favorable economic factors enabled 
Mexican suppliers to fill more of the Company’s require¬ 
ments for broader assortments over-all. 

F. W. Woolworth Co., S. A. de C. V., presently consists 
of ten stores with almost 100 per cent Mexican personnel 
—eight of them managed by Mexican men. Key positions 
are held by others who are being promoted within the 
organization. 


F.W. Woolworth and Co.. Limited. England 

Activities of the British Company, as it expanded in 1965, 
included a construction program of 40 new and enlarged or 
modernized stores, 10 of which have between 20,000 and 
40,000 square feet of selling space. The trend toward larger 
establishments embraced nine new stores, six of which were 
self service; seven stores moved to new locations; and 24 
stores enlarged and improved. No stores were closed. The 
total number of stores operating as of December 31, 1965, 
was 1,119 including eight overseas stores. 

22 The 40,500-square foot store in Leicester, where exten¬ 


In 1965, stores in Guadalajara and Puebla added a new 
sales floor to properly merchandise expanded lines, and 
two stores in Mexico City were remodeled to include the 
latest ladies’ fashions. The Company’s largest store, located 
one block from the principal plaza in the heart of the 
nation’s capital, is scheduled to open in the Spring of 1966. 
Other desirable locations are in process of negotiation and 
additional new sites are being studied. 

Operations of the Mexican Company continue to reflect 
the economy of the country and 1966 prospects are 
excellent. 


sive alterations enable the Company to offer greatly im¬ 
proved facilities to the shopping public, was designated 
“Star Store of 1965.” There is also a cafeteria with 412 
seats where the volume is rapidly building up to make it 
among the largest in Great Britain. A Food Section offers 
a full line of fresh meat, groceries and produce. 

Modernization of the store in Belfast, North Ireland, kept 
pace with strong competition. Other stores in the contest 
for “Star” ratings were in Brighton; Wolverhampton, in the 
heart of the industrial Midlands, with three sales floors; 



Fareham, where a changed location gives Woolworth a 
dominant image and is the biggest store in the town; and 
Bicester, converted to self service and enlarged to give 
extended displays in all departments, including upgraded 
lines of soft goods. 

Buyers continue to produce wider ranges of goods for 
trading up, especially in knitwear and wearing apparel. 
Staff training maintains emphasis on superior customer 
service with the introduction of training films comparable 
to those in use by the parent Company. 


As an example of the British Company version of a 
Store Team, Leicester’s “Star Store” is operated by a 
Manager, Deputy Manager, eight Assistant Managers or 
Trainees, and a Personnel Supervisor together with a well 
trained staff. Each District Office has a Bureau of Staff 
Relations, with an experienced female in charge of a team 
who travel throughout the Districts to which they have been 
assigned. 

The expansion program for 1966 will exceed numeri¬ 
cally the completions for the current year. 



Two-story exterior view of Woolworth's 
in Leicester, illustrates one of the reasons 
for its designation by the British 
Company as “Star Store of 1965." It 
houses a fresh meat, groceries and 
produce section on the upper sales 
floor, and boasts one of the Company's 
largest cafeterias. 



More and more expansion of upgraded 
lines is devoted to knitwear and wearing 
apparel in Great Britain's larger 
Woolworth stores, such as this one 
in Leicester. 
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Financial 


The results of the operations of F. W. Woolworth Co. and its 
consolidated subsidiaries for the year ended December 31, 
1965, and its equity in the results of the operations for the 
year of the unconsolidated British subsidiary are set forth in 
this report. 

Summary financial data on foreign subsidiaries is pre¬ 
sented on page 29. 

Sales 

A new sales record was again established this year. Consoli¬ 
dated sales for the year amounted to $1,443,322,466, an in¬ 
crease of $104,956,512 or 7.84% over the previous year. 
Consolidated sales of $245,850,414 for the month of De¬ 
cember also set a record high, exceeding December sales of 
last year by $26,204,331 or 11.93%. The Company and its 
consolidated subsidiaries were operating 3,160 stores and 
30 Kinney leased departments on December 31, 1965. 

F.W. Woolworth and Co., Limited, England 

The British company’s income before taxes was $109,880,- 
809 in 1965 compared with $105,428,817 last year. The 
reported net income in 1965 was $71,064,112 compared 
with $46,905,102 for the year 1964. Government taxes on 
income in 1965 were $38,816,697 compared with $58,523,- 
715 for the year 1964. As is more fully explained in Note B 
to the financial statements, in 1965 changes in British 
corporate tax law became effective and for that year cor¬ 
porate taxes were provided at a rate of 35 % compared to 
an aggregate rate of 56V4 % in 1964. 

The Company’s interest in the earnings of the British 
company amounted to $37,971,001 in 1965 compared 
with $24,524,640 last year, an increase of $13,446,361, of 
which approximately $11,500,000 is attributable to the 
aforementioned reduction in taxes. 

The Company’s investment in this unconsolidated sub¬ 
sidiary is carried at $162,936,224, determined under the 
equity method of accounting as described in Note A to the 
financial statements. The shares of the British company 
owned by the Company had an aggregate market value, 
using the closing quotation on the London Stock Exchange 
on December 31, 1965, of $610,000,000, which is not 
represented to be realizable value. 

Net Income 

Net income for the year amounted to $73,001,321, equal to 
$2.51 per share, compared with $57,793,490, equal to 
24 $ 1.99 per share for the year 1964. 


Dividends 

Dividend payments for the year amounted to $29,110,818. 
Dividends have been paid without interruption for the past 
54 years, ever since the Company became a public corpora¬ 
tion in 1912. There are 29,110,818 shares of capital stock 
outstanding exclusive of 139,182 treasury shares. There 
were 113,138 shareholders at the end of 1965. 

Taxes 

The total amount of taxes paid or accrued and deducted 
from income amounted to $67,098,509 for the year, equal 
to $2.30 per share, compared with $62,956,897 or $2.16 
per share in 1964. 

The provision for federal and foreign government taxes 
on income including deferred income taxes amounted to 
$28,060,000. Other 1965 taxes paid or accrued were local 
real estate and personal property taxes of $14,994,415, 
social security and unemployment taxes of $12,931,038 and 
various miscellaneous taxes of $11,113,056. In addition, 
during the year your Company collected sales and excise 
taxes from customers in the United States in the amount of 
$29,095,385 for the account of federal, state and city 
governments. 

Taxes paid by the Company’s unconsolidated subsidiary, 
F. W. Woolworth and Co., Limited, England, are not in¬ 
cluded in the above. 

Financial Condition 

A summary of changes in working capital is shown on the 
following page. Your Company continues to be in a strong 
financial condition with current assets at December 31,1965 
of $373,302,680 and current liabilities of $122,488,837. 
Cash on hand and in banks was $82,208,754, compared 
with $98,967,079 on December 31, 1964. 

Expenditures for property additions for the year 1965 
amounted to $42,484,290 compared with $38,107,307 in 
1964. Net property additions amounted to $41,558,232, an 
increase of $5,613,779 over 1964, after giving effect to sales 
and retirements of fixed assets. 

Merchandise inventories at year end amounted to 
$260,241,502, an increase of $34,656,958 over the preced¬ 
ing year. Because of our expansion and upgrading programs, 
it is felt that our stocks are in proper balance. 

The historical record of the Company and its subsidiaries 
for the past seven years appears on page 31. 


F. W. WOOLWORTH CO. AND 
CONSOLIDATED SUBSIDIARIES 


Opinion of Independent Accountants 


Sales 

(millions of dollars) 



Operatiif Income & Income before Taxes 

(millions of dollars) 



Current Assets, Current Liabilities, 
Working Capital l Ratio of 
Current Assets to Current Liabilities 

(millions of dollars) 



To the Board of Directors 
and Shareholders of 

F. W. Woolworth Co. 

In our opinion, based on our examination and on the reports mentioned below 
of other independent accountants, the accompanying consolidated balance 
sheet, the related statement of consolidated income and earned surplus and the 
consolidated statement of source and disposition of working capital present 
fairly the financial position of F. W. Woolworth Co. and its consolidated sub¬ 
sidiaries at December 31, 1965, the results of their operations and the supple¬ 
mentary information on working capital for the year, in conformity with 
generally accepted accounting principles applied on a basis consistent with 
that of the preceding year. Our examination of these statements was made in 
accordance with generally accepted auditing standards and accordingly in¬ 
cluded such tests of the accounting records and such other auditing procedures 
as we considered necessary in the circumstances. We did not examine the 
consolidated financial statements of the subsidiaries of F. W. Woolworth Co. 
located in Canada, Germany and England, which statements were examined 
by other independent accountants whose reports thereon have been furnished 
to us. 


Price Waterhouse & Co. 


New York, N. Y. 
February 14, 1966 


Consolidated Statement of Source 
and Disposition of Working Capital 


Source of working capital: 

Net income for the year. 

Less — Equity in undistributed earnings 
of British company for the year 
(Notes A and B). 

Depreciation and amortization (Note D) . 

Provision for deferred income taxes 

(Note D). 

Other . 


Disposition of working capital: 

Dividends paid. 

Property additions, net of disposals . . . 

Reduction in long-term debt. 


Increase in working capital. 

Working capital at beginning of year . . . . 

Working capital at end of year. 


$ 


Year ended December 31, 


1965 

73,001,321 


1964 

$ 57,793,490 


(21,080,809) 

33,683,678 


(7,371,537) 

32,002,091 


5,354,030 

540,456 

91,498,676 


5,047,355 

755,835 

88,227,234 


29,110,818 

41,558,232 

5,530,163 

76,199,213 


28,140,457 

35,944,453 

14,486,274 

78,571,184 


15,299,463 

235,514,380 

$250,813,843 


9,656,050 

225,858,330 

$235,514,380 


1959 '60 '61 '62 '63 '64 '65 







































































F. W. WOOLWORTH CO. AND CONSOLIDATED SUBSIDIARIES 


Consolidated Balance Sheet 

December 31, 1965 and 1964 


Current Assets: 

Cash. 

Receivables, less allowance for doubtful accounts. 

Merchandise inventories (Note C). 

Operating supplies and prepaid expenses. 

1965 

$ 82,208,754 

24,477,532 

260,241,502 

6,374,892 

1964 

$ 98,967,079 

16,690,648 

225,584,544 

6,044,791 


373,302,680 

347,287,062 

Investments: 

F. W. Woolworth and Co., Limited, England (Notes A and B) . 
Mortgages, notes receivable and other securities. 

162,936,224 

1,124,885 

141,855,415 

1,161,585 


164,061,109 

143,017,000 

Properties, at cost: 

Land and buildings. 

Furniture, fixtures and equipment. 

143,105,303 

255,815,302 

134,099,849 

247,379,714 

Accumulated depreciation (Note D). 

398,920,605 

133,592,038 

381,479,563 

126,008,443 

Buildings on leased ground, less amortization. 

Alterations to leased and owned buildings, less amortization . . 

265,328,567 

28,727,135 

90,504,505 

255,471,120 

29,642,908 

91,571,625 


384,560,207 

376,685,653 

Intangible Assets, arising in connection with 

acquisition of a subsidiary company. 

11,062,737 

11,062,737 

Deferred Charges. 

814,788 

776,095 


$933,801,521 

$878,828,547 
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Liabilities and Shareholders' Equity 


Current Liabilities: 

Accounts payable. 

Accrued salaries, wages and other liabilities. 

Long-term debt payable within one year. 

Income taxes. 

1965 

$ 34,586,293 

69,696,097 

5,795,258 

12,411,189 

1964 

$ 29,910,679 

65,914,644 

5,727,575 

10,219,784 


122,488,837 

111,772,682 

Long-term Debt, payable after one year (Note E). 

148,738,723 

154,268,886 

Deferred Income Taxes (Note D). 

27,202,147 

21,848,117 

Reserves: 

Self-insurance to cover fire and flood losses on contents of stores 
in the U.S. 

U.S. employees’ sick benefits. 

German company employees’ pensions (Note F) .... 

4,483,904 

300,000 

3,403,660 

4,370,660 

300,000 

2,974,455 


8,187,564 

7,645,115 

Shareholders' Equity: 

Capital stock — par value $3 VS per share: 

Authorized — 60,000,000 shares 

Issued — 29,250,000 shares. 

Earned surplus. 

97,500,000 

531,331,330 

97,500,000 

487,440,827 


628,831,330 

584,940,827 

Treasury stock— 139,182 shares, at cost less $901,634 . . . 

1,647,080 

1,647,080 


627,184,250 

583,293,747 

$933,801,521 

$878,828,547 
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F. W. WOOLWORTH CO. AND CONSOLIDATED SUBSIDIARIES 


Consolidated Statement of Income and Earned Surplus 

For the Years Ended December 31, 1965 and 1964 



1965 

1964 

Revenues: 

Sales, including sales from leased departments. 

$1,443,322,466 

$1,338,365,954 

Equity in income of F. W. Woolworth and Co., Limited, 
England (Notes A and B). 

37,971,001 

24,524,640 

(Dividends received, net of taxes, amounted to $16,890,192 
in 1965; $17,153,103 in 1964) 

Other income. 

4,969,016 

4,973,115 


1,486,262,483 

1,367,863,709 

Costs and expenses: 

Cost of sales. 

959,507,156 

886,095,477 

Selling, general and administrative expenses. 

. 384,530,900 

359,250,611 

Depreciation and amortization (Note D). 

33,683,678 

32,002,091 

Interest. 

7,479,428 

7,452,040 

Provision for income taxes (Note D). 

28,060,000 

25,270,000 


1,413,261,162 

1,310,070,219 


Net income. 

. 73,001,321 

57,793,490 

Earned surplus at beginning of year. 

. 487,440,827 

457,787,794 


560,442,148 

515,581,284 

Dividends paid — per share: 

$1.00 in 1965; $.97 in 1964 . 

. 29,110,818 

28,140,457 

Earned surplus at end of year. 

.$ 531,331,330 

$ 487,440,827 
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F. W. WOOLWORTH CO. AND CONSOLIDATED SUBSIDIARIES 


Summary of Foreign Subsidiaries 


At December 31, 1965: 

Consolidated Unconsolidated 

Subsidiaries in F. W. Woolworth 

Canada, Mexico and Co., Limited, Combined 

and Germany England 

(In thousands of dollars) 

Current assets. 

$ 76,586 

$163,175 

$239,761 

Properties, net. 

97,816 

280,646 

378,462 

Total assets. 

174,402 

443,821 

618,223 

Current liabilities. 

23,176 

75,465 

98,641 

Other liabilities and reserves. 

24,720 

45,180 

69,900 

Total liabilities. 

47,896 

120,645 

168,541 

Net assets. 

126,506 

323,176 

449,682 

Minority interest of preference and 

ordinary shareholders. 


160,240 

160,240 

Company’s equity in net assets. 

126,506 

162,936 

289,442 

Company’s investments, at cost. 

24,474 

64 

24,538 

Excess of equity over cost (included 
in consolidated earned surplus) . 

$102,032 

$162,872 

$264,904 

For the year ended December 31, 1965: 




Income for the year before charges shown below . . . 

$ 34,276 

$118,931 

$153,207 

Depreciation and amortization. 

5,976 

7,569 

13,545 

Taxes on income. 

12,752 

38,817 

51,569 


18,728 

46,386 

65,114 

Net income for the year. 

15,548 

72,545 

88,093 

Minority interest of preference and 

ordinary shareholders. 


34,574 

34,574 

Company’s equity in net income. 

15,548 

37,971 

53,519 

Company’s share of dividends paid. 

8,519 

16,890 

25,409 

Company’s equity in undistributed earnings for the year 

$ 7,029 

$ 21,081 

$ 28,110 


The net assets shown above have been reduced by provision for foreign withholding taxes applicable to dividends 
received or expected to be received from 1965 earnings. No United States income taxes were payable on dividends 
received from foreign subsidiaries in 1965 because of allowable foreign tax credits; such taxes, if any, on future dividends 
would be reduced by the applicable foreign tax credit. 

The amounts of properties and related depreciation and amortization of F. W. Woolworth and Co., Limited, England, 
shown above exclude the effect of the appraisal write-up referred to in Note A. 





































































F. W. WOOLWORTH CO. AND CONSOLIDATED SUBSIDIARIES 


Notes to Financial Statements 


NOTE A Principles of Consolidation and The consolidated 
Translation of Foreign Currencies: financial statements 
include the accounts of the Company and all subsidiaries except 
F. W. Woolworth and Co., Limited, England, of which the Company 
owns 52.7% of the outstanding ordinary (voting) shares. This in¬ 
vestment is carried in the consolidated financial statements at the 
American Company’s equity in the British company’s net assets, and 
the American Company’s equity in the earnings of the British com¬ 
pany for the year has been included in consolidated income; to con¬ 
form with American accounting practice such equity amounts have 
been computed on a basis which excludes the effect of a 1963 ap¬ 
praisal write-up of the British company’s freehold and leasehold 
properties, a practice which though acceptable for the accounts in 
England has not gained general acceptance in this country. 

A summary of the financial position and net income of the Com¬ 
pany’s foreign subsidiaries and its equity in their net assets and net 
income is presented on page 29. 

In consolidation, foreign currency accounts have been translated 
at rates which closely approximate the free rates of exchange at De¬ 
cember 31, 1965, except that properties in Germany and Mexico 
have been translated at historical rates and properties in Canada 
acquired prior to May 1962 and related long-term debt have been 
translated dollar for dollar. 

NOTE B British Taxes: The parent Company’s equity in income 
before taxes of the British company was $58,427,400 and 
$55,366,638 for the years ended December 31, 1965 and 1964, re¬ 
spectively; the corresponding equity in net income amounted to 
$37,971,001 and $24,524,640 (see Note A). In 1965 the British 
Parliament enacted a new income tax on corporate profits replacing 
the former income and profits taxes which in 1964 had been pro¬ 
vided at rates aggregating 5614% of taxable income. The British 
subsidiary has provided for the new income tax at an estimated rate 
of 35% ; the actual rate will not be determined by Parliament until 
April 1966, but if it exceeds 35%, each one percent of such excess 
will increase the ultimate tax liability by approximately $1,120,000 
and reduce the parent Company’s equity by $590,240. A new with¬ 
holding tax at a rate not expected to exceed 15% will be imposed on 
dividends paid after April 5, 1966. 

NOTE C Inventories: Merchandise inventories in stores and shoe 
warehouse inventories are stated at the lower of cost or market, as 
calculated by the retail method of inventory. Merchandise in other 
warehouses and in transit and food products inventories in restau¬ 
rants are stated at cost. 

NOTE D Depreciation and Income Taxes: For income tax pur¬ 
poses depreciation is calculated by the parent Company and Can¬ 
adian subsidiary using accelerated methods and the parent Company 
uses the United States Treasury guideline lives for furniture, fixtures 
and equipment; for financial accounting purposes depreciation is cal¬ 
culated using other rates and the straight-line method. As a result, the 
amount of depreciation to be claimed on income tax returns exceeds 
the amount charged to income, and income taxes payable for 1965 
have been reduced $5,354,030; 1964, $5,957,707. This did not affect 
net income for either year because the provision for income taxes 
includes an amount equivalent to the income taxes deferred; in 1964, 
such provision was offset in part by an investment tax credit adjust¬ 


ment of $910,352. In previous years the comparable reduction in 
taxes currently payable was offset by an additional provision for 
depreciation in lieu of deferred income taxes; the financial state¬ 
ments for 1964 have been conformed with the presentation now used. 

The investment tax credit of $1,295,798 has been included in net 
income as a reduction of the provision for income taxes. 

In 1965, the Company filed a claim for refund of federal income 
taxes for the year 1962 in the amount of $4,380,512 resulting from 
the retroactive adoption for tax purposes of guideline depreciation 
on furniture, fixtures and equipment for that year; when received, 
the amount of the refund will be credited to the reserve for deferred 
income taxes. 

NOTE E Long-term Debt: Long-term debt payable after one 
year, mainly by the parent Company, is summarized below: 


4.5% serial notes payable 1967-1969 .... $ 3,000,000 

4.5% notes payable 1967-1974 . 27,000,000 

3.5% notes payable 1967-1973.. 20,125,000 

3.1% note payable 1967-1975 . 26,000,000 

5.0% notes payable 1968-1982 . 35,000,000 

5.75% bonds payable 1967-1990 . 4,168,236 

5.0% bonds payable 1967-1991 5,563,270 

3.0% to 6.0% mortgage and note 
obligations relating to real estate 

acquisitions, payable 1967-2001 . 27,520,576 

Other. 361,641 

$148,738,723 


Payments due on long-term debt during each of the next five 
years are: 1966, $5,795,258 (included in current liabilities); 1967, 
$7,667,449; 1968, $8,281,830; 1969, $8,707,265; and 1970, 
$7,460,876. 

NOTE F Retirement Plans: The parent Company and its do¬ 
mestic and Canadian subsidiaries have funded noncontributory re¬ 
tirement plans which provide benefits for qualified employees based 
on earnings and length of service. Certain other employees of the 
domestic subsidiary are provided benefits under a contributory plan. 
Substantially all benefits earned to December 31, 1965 have been 
provided for by payments to insurance companies under annuity 
contracts and by contributions to trust funds. 

The principal subsidiary in Germany has noncontributory un¬ 
funded pension plans for its officers and employees. Retirement 
benefits have been provided for by annual provisions to book 
reserves based upon contracts with the personnel or percentages 
of their annual earnings. The reserves are adjusted periodically 
on the basis of actuarial computations. 

NOTE G Long-term Leases: Minimum annual rentals under 
more than 3,000 property leases in effect at December 31, 1965 
amounted to $65,598,729, which is summarized according to lease 
expiration periods: 1966-1970, $6,961,003; 1971-1975, $14,339,001; 
1976-1985, $33,587,946; 1986-1995, $7,702,753; and subsequently 
$3,008,026. Total rent charged to expense in 1965 amounted to 
$70,223,075 including rentals based on a percentage of sales but 
excluding payments of real estate taxes, insurance and other ex¬ 
penses required under some leases. 
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F. W. WOOLWORTH CO. AND CONSOLIDATED SUBSIDIARIES 


Seven-Year Summary 


1965 

1964 

1963 

1962 

1961 

1960 

1959 

Number of stores . 3,160 

Number of Kinney 

leased departments 30 

3,129 

3 

3,108 

2,529 

2,502 

2,430 

2,319 

Net sales .... $1,443,322,466 

$1,338,365,954 

$1,183,001,523 

$1,110,426,876 

$1,061,401,832 

$1,035,292,793 

$986,213,902 

Equity in income of 

F. W. Woolworth 
and Co., Limited, 

England . . . 37,971,001 

24,524,640 

25,331,260 

24,374,529 

22,134,652 

21,368,206 

20,376,372 

Depreciation and 

amortization* . . 33,683,678 

32,002,091 

30,045,040 

28,870,220 

26,770,599 

25,628,371 

23,323,157 

Taxes on income 
including taxes 

deferred* . . . 28,060,000 

25,270,000 

21,883.272 

22,126,422 

24,198,341 

24,874,190 

28,667,720 

Net income** . . 73,001,321 

Per share ... 2.51 

57,793,490 

1.99 

51,005,149 

1.75 

48,479,311 

1.67 

46,405,353 

1.59 

46,927,512 

1.61 

48,332,487 

1.66 

Working capital . . 250,813,843 

235,514,380 

225,858,330 

192,574,399 

189,375,630 

175,833,568 

170,399,360 

Properties - net . . 384,560,207 

376,685,653 

372,745,936 

354,874,507 

342,491,133 

336,154,401 

326,334,748 

Long-term debt . . 148,738,723 

154,268,886 

168,755,160 

128,991,292 

133,094,830 

130,608,888 

128,587,582 

Shareholders’ equity . 627,184,250 

Per share . . . 21.54 

583,293,747 

20.04 

553,640,714 

19.02 

529,078,013 

18.17 

506,293,474 

17.39 

484,147,623 

16.63 

465,608,410 

15.99 

Dividends .... 29,110,818 

Per share ... 1.00 

28,140,457 

.97 

26,442,448 

.91 

24,259,503 

.83 

24,259,502 

.83 

24,259,512 

.83 

24,259,523 

.83 


Per share amounts reflect the 3-for-l stock split effected in May 1964. 


* Prior years restated for comparative purposes. See Note D on page 30. 

**In 1962 and 1960 extraordinary items amounting to $5,813,654 and $4,128,787 respectively were charged to earned surplus. 
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F.W. Woolworth Co. 

Executive and Principal Office: 

WOOLWORTH BUILDING, NEW YORK, N. Y. 10007 


Directors 


Policy and Finance Committee 

Robert C. Kirkwood, Chairman 

Fred M. Kirby 

Robert C. Kirkwood, Chairman 

Samuel H. Huber 

Clifford O. Anderson 

Seymour H. Knox 

Lester A. Burcham 

Allan P. Kirby 

Eugene R. Black 

James T. Leftwich 

Eugene R. Black 

Fred M. Kirby 

Herbert J. Cook 

Seymour H. Knox 

Lester A. Burcham 

Alan B. Munro 

Harold H. Helm 

James T. Leftwich 

Frederick L. Chaplin 

Fremont C. Peck 

Fremont C. Peck 

Herbert J. Cook 

John S. Roberts 

Executive Committee 


Lester F. Davis 

Walter E. Saunders 



Harry B. Fogerson 

John E. Stromenger 

Robert C. Kirkwood, Chairman 

Walter E. Saunders 

Edward F. Harrigan 

Keith L. Sumner 

Lester A. Burcham 

John E. Stromenger 



John S. Roberts 

Keith L. Sumner 

Harold H. Helm 

James R. Webb 

Lester F. Davis 

James R. Webb 

Samuel H. Huber 

Henry R. Wilson 

Harry B. Fogerson 

Henry R. Wilson 

Allan P. Kirby 

Robert W. Young 

Edward F. Harrigan 

Robert W. Young 

Honorary Director— Alfred 

L. Cornwell 




Officers 


Robert C. Kirkwood 
Chairman of the Board 
Chief Executive Officer 

Lester A. Burcham 

President 

John S. Roberts 

Executive Vice-President 

John E. Stromenger 

Vice-President — Merchandising 

Walter E. Saunders 

Vice-President — Construction 

Robert W. Young 
Vice-President — Personnel 

Edward F. Harrigan 

Vice-President — Public Relations 

Harry B. Fogerson 

Vice-President — Real Estate 

Harold W. Bode 
Vice-President — 

Restaurant Operations 


Henry R. Wilson 

Vice-President — International 

Keith L. Sumner 

Vice-President — Expense 

James R. Webb 

Vice-President and Treasurer 

W. Robert Harris 

Vice-President — Sales Promotion 

Caryl T. Halldorson 
Secretary and 
Assistant Treasurer 

Robert G. Zimmermann 
Comptroller and 
Assistant Treasurer 

Robert C. Heller 
Assistant Secretary and 
A ssistant Treasurer 

Clayton H. Van Buren 
Assistant Secretary and 
Assistant Treasurer 

Olaf H. Hage 

A ssistant Secretary 


Printed in U.S.A. 


Regional Vice-Presidents 


Harry E. Davidson 
New England Region 

Charles M. Dale 
New York Region 

John W. Lynn 
Mid-A tlantic Region 

C. Milburn Purdy 
Southeastern Region 


Richard I. Dale 
East Central Region 

James E. Pierce 
North Central Region 

C. Walton Backhaus 
Midwestern Region 

Frank C. Kirkbride 
South Central Region 


Hubert P. Smith 
Pacific Region 


Woolco Department Stores Division 

Lester F. Davis, Vice-President and General Manager 

Consolidated Subsidiaries 

F. W. Woolworth Co., Limited, Canada 

Alan B. Munro, Vice-President and Managing Director 

F. W. Woolworth Co., G.m.b.H., Germany 
Bruno Weiss, Managing Director 

F. W. Woolworth Co., S.A. de C.V., Mexico 

Lee S. Ransopher, Vice-President and Managing Director 

Kinney Shoe Corporation, New York, N. Y. 

Clifford O. Anderson, President 

F. W. Woolworth (Japan) Co., Ltd. 

Kunio Izumi, President 

Frederick J. Michie, Executive Vice-President and 
Managing Director 

Woolworth Espanola, S.A. 

Thomas H. Gato, President 

Transfer Agents: 

FIRST NATIONAL CITY BANK 

399 Park Avenue, New York, N. Y. 10022 

THE NORTHERN TRUST COMPANY 

50 So. La Salle Street, Chicago, Ill. 60690 

Registrars: 

IRVING TRUST COMPANY 

One Wall Street, New York, N. Y. 10015 

CONTINENTAL ILLINOIS NATIONAL BANK 

The Shareholders Meeting The next annual meeting of and trust company of Chicago 

the shareholders will be held on Wednesday, May 18, 231 So. La Salle Street, Chicago, Ill. 60690 

1966. A formal notice of the meeting, together with a 

proxy statement and form of proxy, will be mailed to each 

shareholder on or about April 8, 1966, at which time 

proxies will be requested by the Management. 
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